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Early January, as the traditional busy
season in public accounting begins, is
not the normal or expected time for
practice offices to release staff
accountants from audit work. But this
year Haskins & Sells broke with past
patterns and held a winter training
seminar for newly employed men and
women, some of them just three weeks
off the university campus, who had
scarcely had time to check into their
new jobs with the Firm.
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Reason? The increased number of
students completing their degree
work in December. As more colleges
and universities adopt the quarter
system in place of the time-honored
semesters, H&S is adjusting to the
December inflow of recruits. The Firm
used to hire heavily in June, and hold
training sessions in the summer
months. New col lege graduates used
to converge on New York City for these
training seminars, one group after
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another. More recently the seminars
were held regionally.
This past January 7, shortly after
Kansas City was hit hard by a winter
storm that caused extensive damage
to power lines and trees, eighty-two
new H&S accountants stomped the
snow from their shoes at the door of
the TWA Breech Training Academy on
the outskirts of Kansas City. By the
time they left, five days later, they had

been through an intensive series of
sessions designed to speed up their
becoming acclimated to the H&S way
of life and work.
The program was directed by the
EO professional education and
development department, with
coordination in the hands of
Mike Durkeeand Bill Lawler.
Eight study and discussion groups
of ten or eleven participants each
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worked together through the five
days, shifting between two of the
eight instructors. They listened,
they studied, they observed, they
conferred, they responded to
questions. At week's end, each
instructor had gained a pretty good
idea of the capacities of the twenty
participants he had taught, as reflected
in this first intensive week of seminar
work. And every participant, in turn,
had handed in a sealed evaluation of
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the instruction after each class session.
No one got a free ride.

relationships, and a general
orientation to the profession and the
Firm. To the new arrivals it sounded
like an intensive week—for which they
prepared in advance from study
materials sent to them—and it was a
tough week. Sessions ran from 8 a.m.
to 5 p.m. daily, with evening study
hours, just as in the college days
before final exams.

Audit sampling and audit program
for transactions were emphasized
in several workshop sessions for
every group. Other subjects were
basic concepts of auditing, case
study of audit program for transactions
and audit sampling procedures,
overview of computer audit techniques,
personal and professional
The instructors, principals and

seniors chosen for their proven
abilities, were Frank Fee and
Bob Schapperle (Philadelphia),
Tom Hogan, Jr. (Rochester), Terry
Rickey and George Ross (Boston),
Dave Sidaway (Detroit), and
Ray Biggs and Bob Wilkins
(Executive Office). BobArnett,
partner in charge of the Kansas
City office, gave the group a
general orientation talk on the
Firm, its history and international
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practice; Lowell Pethley, Chicago
partner, discussed MAS work;
DonVoth, Kansas City principal,
discussed tax practice, and
Denny Fox, EO principal, gave an
introduction to Auditape.
The ultra-modern classrooms at the
well designed and equipped TWA
facility were models of efficiency.
Most had 20 fixed seats on the
outside edge of a horseshoe-shaped

table, with generous space front
and center for the instructor and
hisflipchart, or overhead projector,
or chalktalk at the blackboard. Every
participant could readily see and hear
him and see every other class member
without turning around. Sight lines,
lighting and acoustics were excellent.
Outside the classroom, seminar
participants took their meals
cafeteria style in the central building,

where a large lounge area provided an
opportunity for new acquaintances to
become friends. Nor did the presence
of eight new women accountants
among seventy-plus men detract from
the cordial atmosphere. Nor the
occasional passing TWA stewardess
attending a training course for
passenger representatives.
Perhaps the hit of the week was
the address of welcome given at the
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opening night dinner by Bud Sullivan,
partner in charge of the Indianapolis
office. Recalling that he had been in the
position of his listeners a scant twelve
years before, Bud congratulated them
on having made "a super decision"
in choosing Haskins & Sells. He
explained the Firm's dedication to
excellence in training opportunity
for every young accountant who joins
the staff, saying that "it is our job to
give you the theoretical training to
help you recognize and handle the
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difficult, unusual accounting problems
that you will meet on the job... Nine
out of ten of our clients are solid
companies without unusual accounting
problems, but what about that tenth
client just down the road? Will you
be ready to serve him?"
In order to become "the best-trained
accountants that you can be," he said,
'the challenge, the effort, is up to you...
A person can take all the help that is
given to him and be content to just get

by—or, he can give the job the best
that is in him. I encourage you, from
the bottom of my heart, to take all the
tools we give you and make yourself
into a very fine professional."
When the resounding applause
following Bud's inspirational talk
died away, seminar coordinator
Mike Durkee closed the evening with:
'You've had your sales pitch. Now
you're all part of the team. Class is at
8 o'clock in the morning!" •
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